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Speakers

• Stacy, Glatting, U.S. EPA

• Jesus Pernia, Energize CT

• Jen Ryan, Winn Supply 

• Howard Merson and Jake Marin, Vermont Energy Investment 
Corporation

• Francois Lebrasseur, A. O. Smith
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What are Distributor-Focused Midstream Incentive 

Programs?

• Downstream mail-in rebate programs for HVAC and water heaters are difficult to 

administer and have high overhead & low participation.

• Instead, target the wholesale distributor who provides an “instant rebate” to the 

contractor, who passes that along to the customer.

• Most products are ENERGY STAR certified.
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Why Does ENERGY STAR Care About  Midstream 

Distributor Focused Incentive Programs?

Order of magnitude increase in program participation!
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New Midstream Website Resource

• Results of other midstream 

distributor focused programs.

• Why these programs work for 

all parties.

• Best practices gathered from a 

technical advisory group (TAG): 

leading program implementers, 

manufacturers, and 

distributors.

• Ability to set up call with TAG to 

answer your questions.
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www.energystar.gov/products/retailers/midstream_programs
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Midstream Office Hours

• Bring your questions for our experts to the Midstream Office 
Hours session!

– Wednesday, October 25th, 1:15-1:45pm

– Gold Coast, Level 3



Gain Stream, Go Midstream! Distributor-Focused 

Residential HVAC and Water Heating Incentives

Presented By: Jesus Pernia – Eversource Energy

October 24, 2017

Connecticut Residential HVAC & 
Water Heating Rebate Program



Program Objectives

▪ Increase market share of energy efficient 
equipment sold and installed

▪ Increase program participation and reduce rebate 
breakage

▪ Easy incentive/rebate redemption

▪ Increase awareness and customer education

▪ Increase stocking of energy efficient equipment  
at Distributors/Retailers 

▪ Emergency replacements

▪ Educate Contractors 
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HVAC & DHW Program Activity (Units)
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2013 (MAIL-IN) 2014 (MIDSTREAM) 2015 (MIDSTREAM) 2016 (MIDSTREAM) 2017 YTD SEPTEMBER 
(MIDSTREAM)

2017 FORECAST YEAR-
END (MIDSTREAM)

NG Boilers NG Furnaces NG Water Heating Heat Pump Water Heater

1 Note: Between July 2016 & August 2017 NG Boiler, Furnace, and WH rebates were shutdown in SCG territory due to over 

subscription.

2 Note:  2017 YTD (Midstream) includes data through the month of September. 

Source: Eversource and UI (SCG, CNG) tracking system

Boilers’ Efficiency 2016 vs. 2017
2016: 55% (≥90 - <94) 45%(>94)
2017: 20% (≥90 - <94) 80%(>94)



Ductless Heat Pumps - New Midstream in 2017(Units)
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115% Lift

Note:  2017 YTD (Midstream) includes data through the month of September. 

Source: Eversource and UI (SCG, CNG) tracking system



CT HVAC+DWH Market Research 

(Contractors)

11Source: GreatBlue Research. CT 2017 HVAC Contractor + Distributor Market Assessment.  August 2017



CT HVAC+DWH Market Research 

(Distributors)

12Source: GreatBlue Research. CT 2017 HVAC Contractor + Distributor Market Assessment.  August 2017



Customer Education & Marketing

▪ Point of Purchase (POP)

▪ Radio & Billboards

▪ Educational webpages, 

brochures & videos

▪ Geo-targeted ads

▪ Targeted direct mail

▪ Trade-allies training
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CONNECTICUT MID-STREAM PROGRAM –

DISTRIBUTOR PERSPECTIVE
2017 Energy Star Products Partner Meeting

October 23-25, 2017

Jen Ryan | Winsupply of Shelton



Mid-Stream Program Overview
 Utilities Publish Qualifying Products List With The Input of Distributors

 New Programs Will Need 1 Progressive Distributor Who Puts Their Customers 

First  - The Rest Will Follow 

 Distributor Reduces The Cost of Equipment At The Point of Sales and 

Notates Rebates Given On Sales Receipt

 Distributor Submits Claims For Reimbursement Through Online Portal

 Contractor Identifies Rebate Given On Homeowners Quote/Receipt/Bill

 Utility Follows Up With Post Card To Keep Contractors Honest



Highlights & Successes

 Homeowner and Contractor Have To Do Nothing!

 Cost Reduction On Front-End Expedites Decision to “Go-Ahead” With 

Upgrades

 Contractor Improves Success Ratio With Cost Saving Solutions For 

Homeowner

 Free Huge Salesforce With Distributors and Contractors



Highlights & Successes

 Train, Train, Train!

 EnergizeCT Does Periodic Industry Wide Update Trainings & Communicates Updates 
Throughout the Year Via Email 

 After Hours Trainings At Our Location With EnergizeCT

 Face-To-Face At Our Sales Counter With Contractors

 Lunch & Learn Counter Days With EnergizeCT

 Weekly Email Newsletters

 On-Hold Phone Messaging





1. Project planning

2. Establish value proposition

3. Mapping the supply chain

4. Eligibility & Performance request

5. Data collection

6. VEIC SMIT RFI / planning sessions

7. Establish incentive levels

8. Administration / management fees

9. Execute SMIT plans

10. PDA / MOU

VEIC’s Approach to Upstream / 

Midstream



Supply Chain’s Profit Model

RONA driver Consideration

Increase gross 

margin (GM), gross

profit (GP) &

net income (NI)

• Energy-efficient products affect GM, GP, & NI 

Decrease inventory 

investment &

increase turnover

• Collaborative sales & marketing

• Intensive product & program training

• Incentives increase market demand

Accounts Receivable 

(AR)
• Avg. AR collection 50 - 55 days; Target < 35 days

Accounts 

Payable (AP)
• Avg. AP terms 30 - 35 days; Target: 45 - 240 days



Electric
Resistance 

HPWH Variance

Resale from distributor to customer $458 $1054 $596

Distributor cost (estimate) $376 $850 $474

Gross profit per water heater $82 $204 $122

Gross profit generated from
14,000 units / year

$1,148,000 $2,856,000 $1,708,000

Distributor Value Proposition - HPWHs

HPWH increase distributor 

value 150% 



Leverage Supply Chain Approach to Recruit & Train Installers 

and understand the Distributor landscape

Tier % of Companies

% of Total

Branch

Locations

Branches Cumulative

Top 4 7% 55% 148 148 (55%)

Next 5 (9) 9% (16%) 19% 50 198 (74%)

Next 9 (18) 16% (32%) 11% 30 228 (85%)

Next 37 (55) 68% (100%) 15% 42 270 (100%)



SMIT: Sales, Marketing, Inventory & Training

1. Internal / external stakeholder planning meetings

2. RFI (Request for information) to suppliers

3. Suppliers: Develop & present SMIT plan

4. SMIT strategy planning sessions



Efficiency Vermont

HVAC

Upstream / 

Midstream Results



Efficiency Vermont Midstream HVAC 

Programs

High Performance 
Circulator Pumps

Heat Pump Water 
Heaters

Cold Climate Heat 
Pumps





Distributor’s “Before & After”  Upstream 
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Midstream vs. Downstream;                                              

Heat Pump Water Heaters
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Midstream vs. Downstream;                                              

Heat Pump Water Heaters

1,000

2,000

3,000

4,000

5,000

6,000

7,000

2013
October

2014
January

2014
April

2014
July

2014
October

2015
January

2015
April

2015
July

2015
October

2016
January

2016
April

2016
July

2016
October

2017
January

2017
April

2017
July

Cumulative Units Sold

Downstream Midstream



Join the movement….

…Go Midstream



Consumer Mail-in Rebates Are Ineffective

https://vimeo.com/hotwateru/review/233824008/4882132cf3

https://vimeo.com/hotwateru/review/233824008/4882132cf3


2017 Instant Rebate Programs



Instant Rebate Lift

Northeast Shipments

Northwest Shipments

A.O. Smith Heat Pump Water Heaters Shipments at Wholesale



Program Support

Consumer AdvertisingProduct Training

Selling Tools Contractor Incentives

www.hotwater.com/utility-programs/ 



Midstream at Lowe’s 

Instant Rebate in Store - POP

Instant Rebate on Lowes.com

Pre-qualification of Utility customer

Barcode scanned in-store or coupon code 

entered online
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Q & A Session Today

• Members of the TAG are here on the 

panel today to answer your 

questions about midstream 

programs!

• Contact ENERGY STAR at 

midstreamdistributor@energystar.gov if 

interested in learning more! 

mailto:midstreamdistributor@energystar.gov
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Speaker Contact Information

• Stacy Glatting, US EPA

glatting.stacy@epa.gov, 202-343-9138

• Jesus Pernia – Eversource Energy

jesus.pernia@eversource.com, 860-665-5331

• Jen Ryan, Winsupply of Shelton, Shelton CT

jlryan@winsupplyinc.com, 203-984-6592

• Howard Merson, Vermont  Energy Investment Corporation
hmerson@veic.org, 802-540-7821

• Jake Marin, Efficiency Vermont

jmarin@veic.org, 802-540-7700

• Francois Lebrasseur, A. O. Smith

fglebrasseur@hotwater.com, 615-339-3707

mailto:glatting.stacy@epa.gov
mailto:jesus.pernia@eversource.com
mailto:jlryan@winsupplyinc.com
mailto:hmerson@veic.org
mailto:jmarin@veic.org
mailto:fglebrasseur@hotwater.com

